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About Mortgage professionals Canada

Mortgage Professionals Canada is the national mortgage industry association repre-
senting over 11,000 individuals and 1,000 companies, including mortgage brokerages, lenders, insurers and industry 
service providers. our members make up the largest and most respected network of mortgage professionals in the 
country whose interests we represent to government, regulators, media and consumers. together with our members, 
we are dedicated to maintaining a high standard of industry ethics, consumer protection and best practices.

the mortgage broker channel we represent, originates 35% of all mortgages in Canada and nearly 55% of mortgages 
for first-time homebuyers, representing approximately $80 billion dollars in annual economic activity. With this di-
verse and strong membership, we are uniquely positioned to speak to issues impacting all aspects of the mortgage 
origination process.

In 2004, Mortgage professionals Canada created the Accredited Mortgage professional (AMp) designation as part of 
its ongoing commitment to increasing the level of professionalism in Canada’s mortgage industry. AMps must meet 
a number of qualifications which include successfully completing mortgage education covering ethical practice and 
responsibilities and completing Continuing education (Ce) units each year in order to maintain their designation. AMps 
are committed to providing the highest level of service and meeting Canadian homebuyers’ needs. 

Vision statement
to be recognized as the premier voice of Canada’s mort-
gage broker channel and the leading authority on mort-
gage issues.

Mission statement
to provide leadership, advocacy, education and infor-
mation to ensure successful collaboration between the 
association, its members, regulators, and mortgage 
consumers.

Objectives 
In order to help ensure an effective and efficient mortgage 
marketplace, Mortgage professionals Canada works to:

 | Promote consumer awareness of the benefits of deal-
ing with the mortgage broker channel

 | Advocate for member interests on legislative and regu-
latory issues

 | Develop, monitor and promote responsible mortgage 
industry standards and conduct

 | Deliver best-in-class training for mortgage professionals

 | provide timely and relevant information to members 
and mortgage consumers 

4
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enhanCing industry ProfessionalisM. As I write this column, my term 
as Chair has recently come to an end and I have to say that it was a genuine pleasure to 
have had the opportunity to be at the helm of our dynamic and professional associa-
tion. As the year draws to a close, I am reminded of the many activities and achieve-
ments that have taken place over the course of 2018. Here are a few highlights. 

Building on our commitment to providing member value 
and developing the credibility of our association and our in-
dustry, a renewed focus was placed on stability and growth. 

on behalf of members, we continued to strengthen our 
voice with government ensuring that influencers and de-
cision makers were educated on the positive impact the 
mortgage broker channel has on the Canadian economy. 
In-person meetings with the Ministry of Finance and key 
government contacts enabled us to drive home the mes-
sage of our industry’s contributions. 

Another area of focus in 2018, was enhancing member-
ship growth. one of our greatest strengths is that we are 
truly a mortgage broker channel association and we were 
pleased to make strides in continuing to represent the 
voice of all member segments. to assist members with 
staying current and remaining competitive, we provided 
valuable products and services in the form of education 
offerings, a wide variety of events, enhanced benefits and 
other resources. 

I was also very pleased to work at enhancing our rela-
tionships with regulators and we were regularly involved 

with consultations on legislative changes. I enjoyed the 
constructive conversations held throughout the year that 
will ultimately help shape a strong and proven message to 
ensure member interests are represented and protected. 

the past 12 months have gone by very quickly. It was a pro-
ductive year and one I was very proud to be a part of in such 
a meaningful way. My sincere appreciation goes out to our 
entire membership. By working together, we will continue 
to make a difference in strengthening the direction of the 
association and the Canadian mortgage industry. 

I would also like to thank the Board of Directors who 
served during my term as Chair. I appreciated their in-
valuable input, passion and commitment. In particular, I 
would like to express my personal thanks to outgoing Past 
Chair, Mark Kerzner for his service to the industry and the 
association. 

And finally, I would like to thank the association manage-
ment for their commitment and support as well as my 
Verico colleagues who were so supportive of my taking on 
the important task of Chair. I wish Michael Wolfe and his 
Board a successful year ahead.

lionel lewko

a Message froM the Chair 
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united We stand. The Canadian mortgage industry has undergone significant change 
over the past few years. It is my experience that during times of uncertainty, it is essential to 
explore opportunities to improve, grow and stand united in our common purpose.  

the role of your association remains just as important to-
day, as it was 24 years ago. We are devoted to the interests 
of our members and to their business success. our col-
lective strength and effectiveness enable us to respond to 
a changing marketplace, stay at the forefront of industry 
issues and remain relevant.  

Bringing value to membership is essential, however the 
real value lies in our ability to work as a united front. In-
dividuals do not thrive when they are isolated or work on 
their own. Where there is strength in numbers, there is 
collective power. Working as a cohesive entity is impera-
tive, not an option. 

the association provides you with a platform on which to 
be heard. Alone, it is hard to get anyone to listen. together, 
we have a voice. A strong voice. We must stand united and 
be invested for the long haul in order to accomplish great 
things. this is our association and our industry. let’s con-
tinue to make them matter. 

2018 was a rewarding year for the association on many 
fronts and our activities would not have been successful 
without the cooperation, dedication and valiant efforts of 
our members.  As in previous years, our commitment to 
heightened public visibility for the industry was a major 
priority in 2018. We remained dedicated to protecting and 
advancing the needs of the industry and we appreciated 
the significant input and participation from our members. 
Hearing from a unified group of professionals provided 
policy makers with the confidence that they are learning 
about issues that affect the entire industry. Together, we 
are able to wield significant political influence.

While the spotlight continued to focus on our government 
relations initiatives, there were many other important and 
rewarding activities that rounded out another busy year. 
Here are just a few. 

 | Hosting a stellar national mortgage conference in Mon-
treal with over 1,200 attendees

 | Welcoming 1,800 new members 
 | Strengthening our existing partnership with AMBA in-

cluding the approval of a joint-membership fee
 | organizing seven symposiums and trade shows across 

the country with over 2,000 attendees  
 | engaging actively with all levels of government 
 | Making advancements in provincial education
 | Broadening consumer awareness through targeted 

advertising and enhancement of the online Find a Bro-
ker tool 

 | producing comprehensive consumer research and na-
tional and provincial housing market data

I would like to thank the Board of Directors for their dedi-
cated service and leadership, with a special appreciation 
of our 2018 Chair, Lionel Lewko and outgoing Past Chair 
Mark Kerzner for their inspiration, dedication and tire-
less efforts.  

And finally, I would like to thank our members, who validate 
our position as a well-respected and highly-regarded asso-
ciation. As we look to the year ahead, I hope we continue to 
work together, to move our collective goals forward and to 
be seen as the true industry leaders that we are.

a Message froM the President and Ceo

paul taylor

Mortgage Pros 290160 Annual Report 2018_ENG.indd   7 19-01-25   2:57 PM



2018 AnnuAl RepoRt   |  MoRtgAge pRofessionAls cAnAdA

8

this Past year, Mortgage professionals Canada met with a large number of elected 
officials across the country, as well as the regulatory bodies that oversee our industry: 
the federal Ministry of Finance, OSFI, the Bank of Canada, CMHC, and provincial mort-
gage broker licensing authorities. We maintained our position as the industry’s leading 
advocate, as an authoritative voice for strengthening the industry’s position with govern-
ment, and remained at the forefront of evolving industry regulation and political realities.

Federal mortgage rule changes continued to dominate our 
government relations initiatives over the past year. through 
our discussions, we informed decision makers that policy 
changes implemented since 2016 require review and revi-
sion. our rising interest rate environment is already making 
the dream of homeownership more difficult to achieve. The 
currently designed stress tests only serve to exacerbate 
the difficulties faced by would-be first-time buyers and the 
younger middle class. Elected officials are hearing that con-
sumer confidence is diminishing. And, they appear to be lis-
tening: consideration is being given to stress test levels and 
mechanisms, exempting most current mortgage holders 
from requalification, possible reintroduction of a 30 year 
amortization for first-time buyers, regionalizing maximum 
limits for insured mortgages, and more. 

By year end, our advocacy efforts were recognized by The 
Hill Times, an influential Ottawa-based publication target-
ing political players and decision makers. the association 
was identified as being one of the most active lobbying 
groups on Parliament Hill which significantly helps to am-
plify our influence. 

the association’s recognized success can be attributed 
directly to the support and dedication of our members. 
From our volunteer board and committee members to the 
individual members who have joined us in our Awareness 

Day initiatives and spoken directly of our concerns to Mps, 
MPPs, MLAs and senior policy staff, Mortgage Profession-
als Canada’s impact is driven by you. Volunteer members 
are uniquely positioned to relay the needs of today’s con-
sumer to government officials. We thank all those involved 
in helping to ensure our collective voice is heard.

Here is an overview of our 2018 activities: 

Federal Initiatives 
Meetings with Officials
We held numerous meetings with the Ministry of Fi-
nance, the Bank of Canada, the pMo and representatives 
from the Opposition Leader’s office to argue against 
B-20 and new mortgage rule changes as well as share 
our concerns with how the current Bank of Canada post-
ed rate is calculated, and our overall views of housing 
market policies. 

Meetings with CMHC and OSFI provided an opportunity to 
advocate for an adjustment to allow borrowers wishing to 
change lenders at renewal be exempt from the stress test, 
to align with the exemption that already exists if they were 
to stay with their existing lender at renewal.

goVernMent relations 

Strengthening the Industry’s Collective Voice 
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Grassroots Advocacy 
the consumer-driven Tell Your MP campaign enabled 
members to help clients reach their MP to explain how the 
federal government’s changes to mortgage insurance and 
eligibility have affected them personally. 

Parliament Hill Projects
On Parliament Hill, we provided written and verbal pre-
budget testimony to the Standing Committee on Finance 
(FInA), and met with the FInA committee and Department 
of Finance to discuss our recommendations. We were also 
invited to depute to The House of Commons Standing 
Committee on the Status of Women and were thankful for 
the valuable input provided by leaders in our industry.

our volunteer members facilitated two successful parliament 
Hill Advocacy Days in 2018 where, collectively, we met with 
over 100 Mps to discuss Canadian housing markets, housing 
affordability, and the impact of recent changes to the eco-
nomic well being of the younger, aspiring middle class.

National Collaboration 
We were pleased to collaborate with national housing in-
dustry associations regarding shared interests and goals 
in advance of next year’s federal election providing the 
opportunity to advance the needs of our members and 
have a greater impact with government. thank you to the 
Canadian Home Builders Association, the Canadian Real 
estate Association, the Appraisal Institute of Canada and 
the Canadian Credit union Association for working collab-
oratively to craft messages we could all share and support.

We were also pleased to work with the Mortgage Broker 
Regulators’ Council of Canada (MBRCC) to help synchro-
nize mortgage broker regulation especially as it pertains 
to disclosure and fraud prevention.

provincial Initiatives 
Provincial Advocacy Days
Advocacy Days were organized in ontario and B.C. dur-
ing which we discussed provincial housing issues with 
senior elected officials. We highlighted how constituents 
are being impacted by recent mortgage rule changes, and 
reinforced our position of supporting strong, stable, af-
fordable and competitive provincial housing markets. We 

also participated in the Alberta Mortgage Brokers Associa-
tion’s MlA activities at the Stampede this year. Addition-
ally, president and Ceo, paul taylor conducted a series of 
meetings in Atlantic Canada with various premiers and 
Ministers of Finance in late spring, garnering local media 
attention. paul and volunteer members also met with 
elected finance committee members in Manitoba and Sas-
katchewan early in the year. 

Online Consumer Campaign
the successful Tell Your MPP campaign was based around 
the ontario provincial election and designed to generate 
awareness about housing affordability and the need for 
a stable housing market in the province. the online letter-
writing tool helped consumers reach their local candidate 
asking them to commit to implementing policies that im-
prove housing supply and to support proposals that pro-
vide assistance to those aspiring to enter the market.

Adoption of Bill 141 
In conjunction with our Quebec Directors, we were active-
ly involved with regulators in Quebec as they transition 
mortgage broker oversight from the oACIQ to the AMF.

Regional Roundup 
our Regional Chapters continued to work actively and 
effectively with provincial regulators by providing invalu-
able input on broker legislation and regulations. provin-
cial regulators also spoke at this year’s mortgage sympo-
siums providing updates and information to members 
across the country. We also monitored provincial budgets 
on housing policy measures, and reported to members 
where applicable. 

Recognized as one of the groups which logged 
the most contact with public officials in 2018

12 meetings 
with high-level 

officials

75 MP meetings; 
2 Parliament Hill 

Days

70 MPP/MLA 
meetings;

2 Provincial 
Advocacy Days

Ontario Election 
Letter Writing 

Campaign: 200+ 
letters sent to MPPs
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WE GOT OUR FIRST HOME
THANKS TO A MORTGAGE BROKER

YOU SHOULD TOO

FindMeABroker.ca

inforMation is one of the association’s most significant offerings. Maintain-
ing an open and effective line of communication ensures we are adding value to our 
members and delivering relevant and credible content on an ongoing basis to help sup-
port their success. through regular engagement via multiple channels, valuable content 
is delivered to members precisely when they need it to ensure they remain informed of 
developments that may interest or impact them.

Broker Channel Awareness 
Advertising
In 2018, the overall effort to educate consumers about the 
value of using a mortgage broker focused on the Find a 
Broker campaign which appeared in national and regional 
publications in print, digital and outdoor platforms. the 
messaging and imagery was designed to appeal to mul-
tiple homebuyer groups, with each ad strategically placed 
in applicable publications and digital outlets based on 
audience type. the campaign’s call-to-action directs con-
sumers to the Find a Broker directory to ensure maximum 

impact for broker members. through direct contracts, 
special advertising auctions, and existing partnerships, 
we were able to obtain a large number of opportunities at 
significantly discounted rates.

Find a Broker Directory
enhancements were made this past year to the consumer-
facing directory to allow for a more user-friendly experi-
ence. the site is used by new and current homebuyers wish-
ing to connect with a professional mortgage broker in their 
area. All consumer outreach initiatives direct individuals to 
the directory raising awareness of our broker members. 

CoMMuniCations

enhancing Member Value through Consumer Awareness 
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Value of a Mortgage Broker Video
the 30 second video continued to be a valuable tool for 
brokers to use with their clients. Members are encouraged 
to leverage the simple, yet effective messaging that mort-
gage brokers offer unparalleled choice and expert advice 
by sharing the video on their websites and social media to 
help raise awareness among the borrowing public. 

Digital Outreach
In 2018, we undertook a comprehensive examination of 
our digital direction including a competitive analysis of the 
market, our positioning and services. We also completed 
an evaluation of tools such as the Find A Broker directory, 
our corporate website as well as our broker advertising 
campaigns to gain a deeper understanding of our target 
audiences and receive maximum value for members. 

Social Media
Social networking efforts through Facebook, Twitter, Insta-
gram and linkedIn enabled the association to increase social 
engagement by sharing news and information and keeping 
members in the know. Expanding our reach and impact of 
communication through social media allowed us to amplify 
our messaging while gaining insight into member needs. 

folloWers By PlatforM

8900+

9000+

1200+
650+

Industry and Consumer Research 
every year, the association undertakes research that pro-
vides critical data to assist members in gaining a thorough 
understanding of the residential mortgage market as well 
as insight on consumer borrowing behaviours. 

In the summer, we released the Annual State of the Residen-
tial Mortgage Market report, representing a comprehensive 
look at mortgage activity and consumer attitudes. the re-
port examines trends in the housing and mortgage mar-
kets and in government policies related to the industry. 

not surprisingly, the focus of the data was on new gov-
ernment policies and their negative impact on consum-
ers. While there is still broad agreement among con-

sumers that real estate remains a good investment, the 
overall strength of consumer sentiment was identified as 
being weakened by increasing interest rates and the new 
rules that are making it harder for homebuyers to secure 
mortgage financing.

Valuable Resources 
Canadian Mortgage Trends (CMT)
Recognized as the preeminent mortgage information re-
source, CMt delivers coverage and analysis of the critical 
issues and trends affecting the industry. Valued for its 
content, industry news coverage, strategic information 
and research, CMt includes professional perspectives and 
credible information to help members stay on top of ma-
jor issues and news stories. 

5000+
email subscribers

65000+
page views/month

Mortgage Dashboard
Mortgage Dashboard continues to offer leading-edge data 
to help members decipher where rates are heading and 
accessing regularly-updated data represents a valuable 
resource to share with clients. this member resource is 
fully customizable and offers current economic data, bond 
yield movements, rate forecasts, as well as the latest sta-
tistics on housing and employment.

Mortgage Journal 
The industry’s official magazine, Mortgage Journal was dis-
tributed to more than 25,000 readers, and featured the lat-
est industry and association news in addition to members 
profiles. Available in both print and electronic formats, the 
magazine has been a valuable industry resource, deliver-
ing coverage and analysis of relevant issues and market 
activity. each issue was mailed to every Mp in the country 
to help educate them on industry issues. In 2019, we will 
be launching a new and improved publication for the in-
dustry which will build on our leadership position in real 
estate finance journalism. 
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MeMBershiP

our Strength And our Spirit

the suCCess of any assoCiation is dependent on a strong and engaged 
membership. Focusing on initiatives and opportunities to attract new members and 
deliver value to current ones is critical to the association’s long-term growth. Belonging 
to an association of peers enables members to benefit from a national voice on issues 
that shape our industry and their business. together we have the power to bring about 
positive change and this past year, we were pleased that so many new members made 
the decision to belong to a passionate and connected community. 

Membership provide credibility for borrowers, demonstrat-
ing that they are committed to providing the highest level 
of service when meeting Canadian homebuyers’ needs. 
Consumer confidence is critical and the need to work with 
a mortgage broker has never been more important. Home-
buyers can trust in the experience and knowledge of a broker 
who is a member of Canada’s mortgage industry association.

AMBA partnership
over the course of the last few years, 
we have established a successful 
framework with the Alberta Mortgage 
Brokers Association to align with a 
shared vision of enhancing member 
value. our common objectives of pro-

moting mortgage brokers as the best choice for consum-
ers, presenting our respective memberships’ interests to 
government, and providing networking, education and 
social activities for member engagement are better 
achieved through mutual collaboration and cooperation. 

Strengthening our programs, expanding our value propo-
sition and driving efficiencies that promote growth for all 
stakeholders has led to the introduction of a unique, cost-
savings benefit for members in the form of a new joint 
membership fee structure. 

the proposed single membership fee further supports 
our unified voice for the mortgage industry in Alberta and 
across Canada and represents a cost savings to those who 
currently belong to both associations. Members will ben-
efit from the combined efforts, resources and influence 
that the two associations have to offer, however there will 
be no change to the organizational structure of either one.

#strongertogether 

Benefits of Membership 
Members benefit from valuable products and services to 
help them meet their business needs and remain competi-
tive including:

 | Effective advocacy efforts with all levels of government
 | provincial and regional representation on local matters
 | Respected research on consumer borrowing behavior 

and market data
 | Exclusive money-saving benefits program
 | professional recognition through accreditation
 | Career enhancement through education and training
 | Business development and networking opportunities
 | Coverage and analysis of relevant issues through indus-

try publications

Errors & Omissions Insurance
Members have access to the premier errors and omis-
sions (e&o) Insurance policy in the marketplace through 
RDA Insurance. Dual rating systems provides affordable 
premiums for both small and large mortgage brokerage 
firms and policy features include fraud coverage, full prior 
acts coverage and no retroactive date. 

Online Directories
the Find a Broker directory is used to promote broker 
awareness and use among the borrowing public and is 
used on all consumer-facing advertising while the Member 
Business directory is a tool used to search for products and 
services within the industry. 
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Region BRokeR LendeR ToTaL

Alberta/nT 992 43 1,069

Atlantic 270 14 297

BC/yukon 1,176 46 1,266

Manitoba 243 3 252

Ontario 6,374 291 6,942

Quebec 905 22 958

sk/nunavut 217 28 253

Members 10,177 447 11,037 BC/YT SK/NUAB/NT MB ON QC ATL

Representing Seven Regions Across the Country

Valuable Member Discounts
A wide variety of cost-savings programs are offered ex-
clusively to members for a higher return on membership 
investment. Members can take advantage of incredible 
savings on products and services used every day includ-
ing the perkopolis program which provides access to dis-
counts for gas, attractions, travel and everything in be-
tween. the savings can more than cover the cost of annual 
membership fees. 

Business Book Summaries 
Members receive top business strategies from today’s 
best business books right to their inbox. Time-saving sum-
maries and key points are offered on a variety of platforms 
enabling members to use their preferred method to ob-
tain new ideas and stay competitive. Book summaries are 
the fastest way to grow your business knowledge and in-
clude topics such as management, sales and marketing, 
leadership, negotiating and many more. 

GoodLife Corporate Membership
Members can take advantage of significant savings off 
regular Goodlife Fitness membership rates with our pre-

ferred corporate rate which can be extended to additional 
family members. 

Additional Discounts 
 | Exclusive discounts and special offers on attractions, 

events, hotels and more in the united States
 | Discounts on all your business essentials and office supplies 
 | promotional products and clothing through the eStore
 | Significant discounts on events and educational offerings

Volunteer Involvement
Members have the opportunity to contribute to the devel-
opment of the association by sharing their expertise and 
perspectives as a volunteer on a variety of committees. 
these dedicated volunteers help the association prosper 
through their knowledge, commitment and enthusiasm.

We are also pleased to provide regional representation on 
local matters through our Regional Chapters across the 
country. each chapter is comprised of mortgage brokers 
from the region who provide input on industry and regula-
tory issues and discuss emerging trends and issues spe-
cific to their regions.

Membership Snapshot As of December 2018
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eVents

Where Meaningful Connections Are Made

Mortgage Professionals Canada offers leading-edge events that dive 
into relevant industry topics and deliver knowledge and insight to help achieve business 
success. Held throughout the year and across the country, the wide variety of events 
are designed to help members broaden their contacts and develop their business.

national Mortgage Conference
The 2018 National Mortgage Conference returned to Montreal 
for the fourth time and welcomed over 1,200 delegates from 
across the country. Representing the industry’s largest and 
most important gathering of mortgage professionals, this 
event offered tools and solutions for business success. 

Motivating and entertaining keynote speakers included 
Rick Mercer, Steven page, phil Jones and Benjamin tal. 
Delegates also heard key industry developments from 
CMHC’s Evan Siddall and gained perspectives into the 

characteristics and complexities of the current mortgage 
landscape from the lender panel. 

A variety of diverse, industry-focused sessions offered 
many educational choices and professional development 
sessions that were designed to help delegates reach their 
potential, including a number of French-only options. the 
expo was another sell-out and represented the ideal ven-
ue to share ideas and make business connections with all 
facets of the industry. Ample networking opportunities 
and entertaining social events rounded out the program 
amidst the old world charm of Montreal. 
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Canadian Mortgage Hall of Fame
on Monday night during the National Mortgage Conference, 
over 500 mortgage professionals gathered to honour out-
standing industry careers. the prestigious Canadian Mort-
gage Hall of Fame recognition was presented to Debbie 
Mcpherson and Bill nugent who were recognized for their 
exceptional careers, service, and commitment to the in-
dustry in addition to demonstrating leadership, vision and 
inspiration in their profession. 

Association Awards 
The 2018 Association Awards were also presented during 
the national Conference. these awards recognize commit-
ment and service to the association, to their communities 
and to the industry as a whole. 

This year’s winners: 
Suzanne Fleur de Lys-aujla received the Michael Ellenz-
weig Outstanding Service Award in recognition of her dedi-
cation and hard work in furthering the aims and objectives 
of the association. 

Ryan Spence was presented with the Founders Award for 
his significant role in raising the profile of the association 
for an extended period of time. 

First national Financial LP received the Partners in Ex-
cellence Award in recognition for upholding the ideals and 
principles of the association through their initiatives and 
innovative programs and services.

Mortgage Symposiums and  
trade Shows
the spring symposium circuit featured comprehensive 
one day events with industry experts providing knowl-
edge and resources designed to help mortgage profes-
sionals advance their business. 

Kicking off in Toronto, followed by Saskatoon, Winnipeg, 
Ottawa, Burnaby and Halifax, these events attracted 
2,000 mortgage professionals from across the country 
who benefited from practical and timely industry topics. 
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events (continued)

provincial regulators were also on hand to provide the lat-
est updates while housing market information and trends 
were provided for each region. 

Delegates also learned how to market to millennials, pack-
age a commercial transaction, discover the best apps for 
entrepreneurs and hear why adding Alt-A clients is critical 
in light of B-20 Guidelines. In total, over 150 exhibitors par-
ticipated in the trade shows where attendees discovered 
new products and emerging trends.

Montreal’s Mortgage Forum was held in May in partnership 
with the AMH and included tips for standing out in our 
digital age, preparing lender documents, secrets to suc-
cess and featured keynote speaker, Jean David who shared 
business strategies from his time with Cirque du Soleil. 
Also in May, we were pleased to partner once again with 
the Alberta Mortgage Brokers Association (AMBA) for the 
joint spring conference, Mortgage Expedition, held in beau-
tiful lake louise. the agenda was jam-packed with educa-
tional seminars, motivating speakers as well as the new 
Activity Expo - a reimagined and interactive trade show to 
facilitate connections between brokers and industry part-
ners where teams participated in fun activities designed to 
inspire teamwork and creativity.

Information and education Sessions
A number of comprehensive education sessions were of-
fered in various cities over the course of the year. topics in-
cluded the importance of effective teamwork, the benefits 
of title insurance, Managed Mortgage Solutions and insur-
ance claims coverage and a discussion with underwriters. 
In the fall, the MIC Seminar and Trade Show, held in partner-

ship with OMNICA offered attendees the opportunity to 
discover how MICs can assist with funding deals and how 
to best present submissions to this niche lender. Also in 
the fall was a two-day interactive workshop, Be The Bet-
ter Broker, which focused on refining corporate structure, 
sharpening staff negotiation skills and targeting additional 
revenue opportunities.

Home Shows
participating in consumer-facing home shows in Vancou-
ver, Moncton, Winnipeg and Regina, the association was 
able to provide a forum that enabled members to raise 
awareness of and educate consumers about the benefits 
of working with a mortgage broker. 

Golf tournaments
When the nicer weather finally arrived, members brushed 
off their clubs and cleats and hit the greens at the re-
gional charity golf tournaments. Held in Toronto, Halifax, 
Winnipeg, London, Ottawa and Vancouver, these events 
brought veteran and novice players together for a day of 
fun and networking with proceeds going to local charities. 
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the aCCredited Mortgage Professional (aMP) is the only national 
designation for Canada’s mortgage industry. launched in 2004, the AMp was devel-
oped as part of the association’s ongoing commitment to increasing the level of profes-
sionalism in Canada’s mortgage industry through the development of educational and 
ethical standards.

AMP members maximize their competitive advantage with 
the knowledge and training needed to succeed in an in-
creasingly competitive business environment. the desig-
nation represents a powerful marketing tool to differenti-
ate yourself from other mortgage professionals, increase 
your business opportunities, maintain your skills and 
industry knowledge and enhance consumer confidence. 
AMps also received discounts at events and on education-
al offerings. 

As the designation and our industry have evolved, we have 
undertaken comprehensive evaluations and benchmark-
ing exercises to ensure the designation continues to set 
the bar high. enhancing professionalism within the indus-
try brings value to the designation, the association and the 
industry as a whole. We continually strive to strengthen 
the designation in terms of credibility, retention and 
awareness and will be announcing enhancements to the 
designation in the near future. 

Becoming an AMp
To reflect our strong and inclusive industry, there is one, 
unified designation with two practice streams. Qualifica-
tions to obtain and maintain the AMp have been enhanced 
including the successful completion of a National Compe-
tency Exam, offered in collaboration with the University of 
British Columbia’s Sauder School of Business. the nation-
al Competency Exam represents an assessment of an AMP 
applicant’s ability to apply the knowledge and skills re-
quired for the designation. The exam covers concepts and 

practices related to the topics outlined in the AMp Knowl-
edge Domains, which reflect key areas of competency re-
quired for AMps. there are a number of resources avail-
able to assist in preparing for the exam including practice 
exam questions and answers, and optional courses.

Raising Awareness 
AMp’s are featured on the consumer online tool, Find a 
Broker as well as in media articles. Research also shows 
that there is no better promotion than self-promotion and 
AMps are encouraged to do their part to raise awareness 
of the value of the designation. 

We would like to acknowledge all AMPs for their commit-
ment to upholding the highest standard of industry per-
formance. 

Benefits of Being an AMP 
 | Increase your level of professionalism
 | enhance your industry knowledge and commitment to 

industry excellence
 | Maximize your competitive advantage
 | Improve your marketability and distinguish your expertise
 | Instill consumer confidence
 | Demonstrate your proven industry experience and 

leadership

aCCredited Mortgage Professional 

The Industry Standard of Excellence
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as the foreMost ProVider of mortgage-related instruction, we are commit-
ted to addressing market needs for training and providing tools and opportunities to 
help members grow and succeed throughout their career.

Setting the standard of excellence for industry educa-
tion, we are pleased to identify, evaluate and develop a 
wide variety of cost-effective, high-quality education and 
resource materials to fit members’ professional develop-
ment requirements. 

Conveniently offered in-class and online, courses are of-
fered for all levels of experience and industry expertise 
and provide opportunities for maintaining current indus-
try skills and knowledge and adapting to changing indus-
try regulations. A large number of courses are offered 
free to members. 

Here are some of the highlights over the past year:

Q1   |  Released the newly designed Ontario Mortgage 
Broker Education Program which includes content 
from the Mortgage Broker Regulators’ Council of 
Canada’s (MBRCC) Managing Broker Program Com-
petencies and Curriculum.

  |  Created an FCAA-authorized mandatory continuing 
education course for licensees in Saskatchewan.

Q2   |  Released a new licensing course for mortgage bro-
kering in Quebec – Courtage hypothécaire au Qué-
bec – CHQ100.

Q4  |  Released the first ever FCNB-authorized manda-
tory continuing education course, available in 
both english and French, for licence holders in 
new Brunswick.

Courses Offerings
Accreditation (AMP)
We continued to offer the Accredited Mortgage Profes-
sional (AMp) designation to members. to become an Ac-
credited Mortgage professional, you must be licensed or 
registered as a mortgage broker in your province(s) of op-
eration, and/or have at least two years’ experience in the 
mortgage industry. Mortgage Professionals Canada offers 
the required education offerings. A key aspect of the pro-
gram is the successful completion of the national Compe-
tency Exam, designed in collaboration with the University 
of British Columbia’s Sauder School of Business. 

Qualification and maintenance requirements are divided 
into two streams, AMp for Brokers and AMp for non-Brokers.

the following elearning courses are available to help AMp 
candidates prepare for the National Competency Exam, or 
for anyone interested in expanding their knowledge base:

 | technical Industry Knowledge:
 > Residential Mortgage underwriting from a lender’s 

perspective
 > understanding Specialized Mortgages
 > understanding Real estate transactions

 | ethical and professional Conduct
 > Mortgage practice Standards
 > ethical practice in the Mortgage and lending Industry

eduCation

Your path to Success 

in 2018, Mortgage Professionals Canada: 

Delivered over 60 
in-class education 
sessions to over 
1,000 participants

Supported over 10,000 
participants registered in 
more than 50 different 
elearning courses
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 | Real estate economics and Investments
 > Real estate and Mortgage economics and Investments

 | Regulation and legislation
 > the Regulatory and Compliance environment

 | Strategy and Business Management
 > Strategy and Business Management
 > Human Resources Management
 > Business Management

Provincial Licensing/Introductory 
We were pleased to offer provincial licensing courses across 
the country. This past year, we focused our efforts on com-
pleting a mortgage broker licensing course for Quebec. 

Currently, introductory licensing courses are offered in:

Saskatchewan - Saskatchewan Mortgage Associate Course
Manitoba – Manitoba Mortgage Salespersons Course 
ontario - Ontario Mortgage Agent Course 
nova Scotia - Nova Scotia Mortgage Broker Course 
newfoundland and labrador - Newfoundland and Labra-
dor Mortgage Broker Course 
new Brunswick - New Brunswick Mortgage Associate Course
Quebec – Courtage hypothécaire au Québec

Provincial Relicensing 
In certain provinces, mortgage brokers are required to 
maintain their license or registration in good standing 
with the provincial regulator through the completion of 
mandatory continuing education. Mortgage professionals 
Canada offers regulator-approved continuing education 
courses in several provinces, including ontario, Saskatch-
ewan, new Brunswick, British Columbia and Quebec. 

Managing Broker 
We are pleased to offer Managing Broker Education Pro-
grams in ontario, Saskatchewan and new Brunswick 
designed to meet the needs of those wishing to become 
licensed as mortgage brokers (or equivalent) under the 
MBlAA (ontario), the MBMA (Saskatchewan) and the MBA 
(new Brunswick). 

these courses are for Mortgage professionals:

 | wanting to become licensed as a mortgage broker
 | aspiring to become a principal Broker
 | specializing in mortgage compliance
 | looking to explore career development opportunities 

or upgrade their qualifications

Commercial 
In addition to the vast array of education offerings for resi-
dential mortgages, we also provide commercial mortgage 
courses such as Commercial Mortgage Financing, Ana-
lyzing Commercial Real estate, Commercial lending and 
Commercial Roofing. 

Continuing Education (CE)
CE offerings are designed to ensure mortgage profession-
als have the knowledge and capabilities for continued pro-
fessional growth and business success. Courses fall into 
multiple categories, including Fraud Avoidance, Advertis-
ing Standards, Regulatory Compliance, Mortgage econom-
ics, and professional Development.

Additional details including registration information for 
all our courses can be found under the education tab at 
mortgageproscan.ca. 
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these suMMarized finanCial stateMents are derived from the com-
plete financial statements of Mortgage Professionals Canada as at April 30, 2018. They 
have been prepared by Mortgage professionals Canada management and audited by 
KpMG in accordance with Canadian accepted accounting principles. 

The financial results are indicative of a very busy year 
and show a revenue increase in the areas of education, 
research, events and membership, the latter due to an in-
crease in membership dues which had remained constant 
for over 10 years. 

Since the federal government’s announcement of mort-
gage insurance and qualification changes, the association 
has been vehemently advocating on behalf of and in col-
laboration with members to mitigate the negative impacts 
of the changes. this has resulted in key investments in gov-

ernment relations activities both federally and provincially 
to help offset the pressures the industry and the housing 
sector continue to face. We were pleased that broker chan-
nel promotion expenses were lower this year due to an 
enhanced digital presence over print as well as a number 
of initiatives that were brought in-house. 

Operations and expenses are carefully examined to en-
sure value to the members remains affordable. The exer-
cise of due care and diligence in financial management and 
performance remains a key priority for the association.

finanCial highlights

Broker Channel
Promotion

Membership

Education

Governance

Government
Relations

Events

Key activities

Revenue and Expenses 
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Statement of Financial position  April 30, 2018, with comparative information for 2017

aSSeTS 2018 2017
Current assets

Cash $ 37,139 $ 22,671
short-term investments 1,187,116 1,254,994
Accounts receivable 268,382 228,235
Prepaid expenses and deposits 191,978 145,858

1,684,615 1,651,758
Capital assets 202,934 385,092
long-term investments 2,585,976 2,464,848

4,473,525 4,501,698
LiaBiLiTieS and neT aSSeTS
Current liabilities

Accounts payable and accrued liabilities 823,172 744,835
Course and event fees received in advance 531,061 577,558
Deferred membership revenue 963,004 1,019,286

2,317,237 2,341,679
net assets

invested in capital assets 202,934 385,092
unrestricted 128,354 (70,073)
internally restricted:

Operating reserve fund 1,250,000 800,000
special issues fund 200,000 200,000
Asset replacement fund 375,000 20,000
Building fund – 825,000

2,156,288 2,160,019
Commitments

$ 4,473,525 $ 4,501,698

Statement of operations  Year ended April 30, 2018, with comparative information for 2017
Revenue 2018 2017

Membership $ 2,503,240 $ 2,383,411
Events 2,170,481 1,973,922
Education 865,177 824,424
Designation dues 200,135 263,686
Advertising and publications 191,849 247,338
interest and other income 90,078 113,647

6,020,960 5,806,428
oPeRaTing exPenSeS

salaries and wages 1,705,877 1,628,808
Events 1,550,135 1,534,433
Education 457,185 322,942
Federal and provincial government relations 321,805 331,928
Membership 309,562 350,918
Employment costs 298,140 273,967
Broker channel promotion 264,799 504,671
Technology 239,730 163,848
Rent 200,606 208,083
Governance 194,763 188,761
Office and general 176,995 157,190
Advertising and publications 118,320 129,371
Amortization 100,815 106,178
legal, audit and insurance 85,959 97,535

6,024,691 5,998,633
Deficiency of revenue over expenses $ (3,731) $ (192,205)
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the Canadian eConoMy remained quite strong in 2018. During the fiscal year 
of Mortgage Professionals Canada (to April 30, 2018), employment expanded by 2.3%. 
This is well in excess of the rate of population growth (the adult population expanded 
by 1.3% during the same period). 

the Canadian population is changing. An increasing share 
has retired or is rapidly approaching retirement. In addition, 
more young people are staying in school longer. therefore, it 
is interesting to look at the employment situation for people 
in the so-called “prime working ages” (25 to 54 years). the 
data shows that the share of prime-aged adults who have 
jobs (the “employment rate”) has reached an all-time high. 

the 25-54 age bracket is not just a prime age for jobs: it is 
also the prime age for homebuying. this evolving employ-
ment situation is, in itself, quite favourable for the housing 
market and thus for mortgage demand.

figure 1

Interest Rates
the strengthened economy means that there is more risk 
that inflation could accelerate. The Bank of Canada (“BoC”) 
therefore has increased its benchmark interest rate twice 
during 2017 (in July and September) and three times dur-
ing 2018 ( January, July, and October). The “Bank Rate” was 
previously at an extremely low level of 0.75%, and is now 
at 2.00%. It is widely expected that there will be several 
more increases during 2019, although that will depend of 
course on evolving economic conditions. 

Bond yields have also increased, not just in Canada but in 
many other countries. As is shown in Figure 2, the yield 
for 5-year Government of Canada bonds increased quite 
sharply since mid-2017. For all of 2015 and 2016, the yield 
averaged 0.79%. The yield has increased by about 1.6 
points, to an average of about 2.4% for October 2018. 

Mortgage interest rates have increased, but not by as 
much. “Special offer” rates advertised by major lenders 
are now typically 3.5%, up from an average of 2.7% dur-
ing 2015 and 2016. (It is, of course, possible for borrowers 
to negotiate actual interest rates that are lower than the 
advertised “special offers”.) The smaller rise for mortgage 
interest rates (up by just 0.8 points versus 2015/16, com-
pared to a 1.6 point rise for bond yields) reflects that the 
mortgage market has become more competitive, as the 
result of a slowdown in housing activity. 

Interest rates have also increased for variable rate mort-
gages. During 2015/16, typical special-offer rates aver-
aged about 2.35%, and are currently (end of october) at 
3.05%. The rise of 0.7 points is less than the 1.25% rise in 
the Bank Rate. 

figure 2

Housing Market Activity
the very healthy employment situation should be strongly 
positive for the housing market. on the other hand, the 
moderate increase in interest rates should be a moder-
ately negative factor. Overall, we should expect that hous-
ing activity would be a bit slower than previously. Actual 
activity in the resale market (shown in Figure 3, using data 
from the Canadian Real estate Association, or “CReA”) has 
slowed substantially. During the first nine months of 2018, 
sales have been at an average annualized rate of 458,000, 
which is 12.4% below the average (522,954) seen during 
2015 to 2017. 

the Canadian Mortgage MarKet

Will Dunning, Chief Economist
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figure 3

Given the economic conditions that currently exist (a posi-
tive effect from strong job creation with a small negative 
effect from higher interest rates), the sales pace should 
currently be at least 500,000.

The sharper-than-expected slowdown for homebuying is 
due mainly to the duo of stress tests that are now required 
for most new mortgages in Canada. 

 | Since late 2016, insured mortgages must be tested at 
the “posted rate” for 5-year mortgages that is published 
by the Bank of Canada.

 | Since the start of 2018, for non-insured mortgages from 
federally-regulated financial institutions, stress testing 
must be done at the greater of two points above the 
contracted interest rate or the posted rate. 

 | At present, the posted rate is 5.34%, which is far above 
the rates that can actually be negotiated in the mar-
ketplace (as noted earlier, typical special offer rates 
are currently 3.5% for 5-year fixed rate mortgages and 
3.05% for 5-year variable rate mortgages). 

 | the stress tests have already prevented home purchas-
es by tens of thousands of potential buyers who could 
confidently and comfortably afford the actual costs of 
homeownership. 

As is shown in table 1, the reductions in sales activity have 
been greatest in British Columbia and ontario (both down 
by more than 20%). Sales have also slowed in Alberta, Sas-
katchewan, Manitoba, and newfoundland and labrador 
(by less than 10% in each case). Four provinces (all in the 
eastern half of the country) have seen increases. In each of 
those four cases, activity had been improving rapidly, and 
in 2018 the growth cycles have been weakened. 

taBle 1

Resale Activity During 2018 versus 2015-2017  
(Annualized Rates, in 1,000s)

2015-2017 Jan-sept 2018 % Change

British Columbia 106.2 82.0 -22.7%

Alberta 57.1 53.5 -6.3%

saskatchewan 11.5 10.4 -9.3%

Manitoba 14.3 13.6 -5.1%

Ontario 231.6 182.0 -21.4%

Quebec 78.3 84.5 7.9%

new Brunswick 7.3 7.8 6.5%

Prince Edward island 2.0 2.0 2.4%

nova scotia 10.0 11.1 10.6%

newfoundland & 
labrador 4.1 3.8 -6.4%

Canada 523.0 457.8 -12.4%

Source: Canadian Real Estate Association; calculations by the author

the population grows over time, and therefore, we should 
expect that sales will trend upwards. In addition, because 
newly-constructed dwellings are being added to the hous-
ing inventory, there are more dwellings that could poten-
tially be sold. therefore, it is useful to look at sales on a per 
person basis. Figure 4 does that. the data shows that dur-
ing 2018, the sales rate has been considerably (11%) below 
the long-term average (the flat line). 

figure 4

the housing market operates very much in the way that 
economic theory tells us it should: prices are highly re-
sponsive to the balance between demand and supply. the 

Will Dunning, Chief Economist
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state-of-balance is measured by the sales-to-new listings 
ratio, or “SnlR”. As is illustrated in Figure 5, there is a close 
relationship between SnlR and growth of house prices. 
(In this chart, price change has been calculated using the 
Teranet-National Bank House Price Index.) It can be seen 
that when there are sudden changes in the state-of-bal-
ance, it can take several months for the price adjustment 
to occur (two obvious examples are at the sudden onset of 
recession in 2008 and then the sudden rebound that oc-
curred in 2009). this data also shows that the market has 
recently gone through a very rapid transition, from a state 
of great strength and rapid price growth during late 2016 
and early 2017, to a more balanced condition at present. 
While the rates of year-over-year price changes have fallen 
quite sharply, it appears that this process of deceleration 
is largely finished and that prices are close to being stable. 

the SnlR is now relatively stable, in the mid-50s. this 
is slightly above the threshold for a “balanced market”, 
which we estimate is in the low-50s for all of Canada (the 
thresholds vary for different communities). On this basis, 
we should expect that unless there are further disrup-
tions, prices will grow at a moderate pace. this comes 
with a large caveat, that there will be variations across the 
country, depending on local conditions. 

 | In communities with the strongest fundamentals, the 
downshift in activity may still leave them in a “sellers’ 
market” status, or in “balance”, resulting in price rises 
to varying degrees. 

 | For communities that were already relatively weak, 
the further reduction of sales may cause the status to 
change to “buyers’ market”, with risks of price reduc-
tions.

figure 5

Housing starts generally follow the resale market, al-
though with a lag. Consequently, starts trended upwards 
during 2016 and 2017. The emerging data hints that starts 
have peaked, and may soon fall. Detailed data shows that 
starts of low-rise homes (single-detached, semi-detached, 
and town homes) have already turned down (by 14% com-
pared to 2017). For apartments, the response is slower, 
and recent activity has been quite strong (so far in 2018, 
starts are 8% higher than in 2017). A downturn for apart-
ment starts is likely to begin during the first half of 2019. 

figure 6

Mortgage Market Trends
At the end of Mortgage Professionals Canada’s 2018 fis-
cal year, the volume of outstanding residential mortgage 
credit in Canada stood at $1.50 trillion, which was $65 bil-
lion (4.5%) higher than a year earlier. As is illustrated in Fig-
ure 7, the growth continues to taper, to 3.5% as of August. 

traditionally, growth of mortgage credit is driven by at 
least three major factors. each of those factors is turning 
negative: 

 | the total value of resale activity (in dollars) has fallen 
sharply. Reduced closings of home sales have contrib-
uted to the deceleration of mortgage lending.

 | Higher interest rates mean that mortgage borrowers 
will be less able to aggressively pay-down their mort-
gages. However, the effects of this occur very slowly, 
as mortgages are renewed. For 2018 and 2019, this is a 
negligible factor.

 | on the other hand, the increases in housing starts in 
2017 mean that housing completions are at a high level, 
which has supported mortgage demand. Housing com-
pletions will slow only gradually during 2019. 

the Canadian Mortgage MarKet
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the deceleration of mortgage credit growth has been 
much sharper than should have been expected (based 
on the three factors discussed above, the current growth 
rate should be in the area of 5.5%-6%, rather than the 3.5% 
shown in the Bank of Canada data). there is currently a 
fourth factor in play:

 | For substantial numbers of prospective homebuyers, 
the mortgage stress tests have prevented them from 
obtaining financing that they feel they can afford. Some 
of them are borrowing from alternative lenders that 
are not required to use the stress tests (but the loans 
occur at higher interest rates). this lending activity is 
not measured by the Bank of Canada survey. therefore, 
actual mortgage credit growth is stronger than the data 
indicates. 

figure 7

Higher Interest Are Reducing Affordability
There are several housing affordability indexes in Canada. 
However, they share one limitation, which is that they use 
“posted” mortgage rates, rather than the discounted rates 
that can be obtained in our very competitive marketplace. 
The result is that those indexes tend to over-estimate the 
costs of homeownership. The next chart uses estimates of 
typical “special offer” rates to calculate housing affordabil-
ity. those interest rates are combined with the teranet-
National Bank House Price Index (which covers 11 major 
market areas in Canada). 

An additional consideration is that mortgage payments 
include substantial amounts of principal repayment (at 
present, 42% of the first payment is principal repayment, 
and that share rises incrementally each month). principal 
repayment is a form of saving, and therefore the prin-
cipal part of the payment should not be seen as a cost: 
the true cost of finance is the interest component of the 
mortgage payment. 

In Figure 8, a high index indicates reduced affordability. 
While house prices have increased very rapidly in Canada, 
reductions of interest rates have largely offset the price 
rises. During the post-recession period, affordability has 
been much better than during the immediate pre-reces-
sion period, and slightly better than is seen on the left side 
of the chart. But, on a national basis, affordability has dete-
riorated during the past two years, mainly due to increased 
interest rates. At present the index is 11% above its average 
level, which is not crippling but will tend to dampen home-
buying. Affordability conditions vary across the 11 centres 
covered by this index. As is shown in the table below, the 
indexes (as of September 2018) are below their average lev-
els (100.0) in seven of the 11 centres, which is encouraging, 
but above average in four of the 11 locales.

figure 8

taBle 2

Housing Affordability Indexes  
for 11 Centres in Canada

Victoria 110.9

Vancouver 137.3

Calgary 75.9

Edmonton 77.1

winnipeg 95.3

Hamilton 122.3

Toronto 124.2

Ottawa-Gatineau 86.8

Montreal 92.1

Quebec 89.9

Halifax 77.1

Total – 11 Centres 111.1

Source: calculations by Will Dunning, using data from Teranet /  
National Bank and Statistics Canada
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Looking Forward
Factors that generally sustain the demand for new mort-
gages include:

 | Growth of the housing inventory (via completions of 
newly constructed housing). Most of these dwellings 
will require mortgages when they become available to 
be occupied. Since the new dwellings that will be fund-
ed during the coming year are already under construc-
tion, this source of growth will see only a gradual impact 
from the stress tests. (However, there may be instances 
of the purchasers being unable to obtain financing, and 
this will be disruptive to the housing market.) 

 | Continued growth of the Canadian population (largely 
determined by immigration into Canada) sustains the 
need to build new housing in Canada. 

 | Canadians continue to migrate in pursuit of economic 
opportunities, away from slow growth communities, 
which generally have low housing prices, into areas that 
provide more job opportunities and (as a result) have 
higher housing costs and larger associated mortgages. 
this “internal migration” is raising the average principal 
amounts of mortgages in Canada. 

 | There is “rotation” within the existing housing inven-
tory: homeowners who sell their dwellings usually have 
relatively small mortgages (or no mortgage at all) and 
the new homeowners who take their place usually re-
quire larger mortgage amounts. this also raises the av-
erage principal amounts.

At the time of writing (in early november), the trend in the 
resale market appears stable, but at a level that is consid-
erably lower than it ought to be. A mixed set of factors will 
influence the housing market during 2019:

 | Job creation has been quite strong, which means that in-
creasing numbers of Canadians are able to save towards 
home down payments and are getting ready to buy.

 | on-going population growth via immigration will gener-
ate additional demand. 

 | on the other hand, higher interest rates are reducing 
affordability. The interest rate increases that have oc-
curred to date have been moderate and the impact of 
those increases has been limited. However, it does ap-
pear that there will be further rises for interest rates 
during 2019, and reduced affordability will weigh more 
heavily on housing demand. 

 | on top of higher interest rates, the stress test policies 
are preventing purchases by large numbers of Canadi-
ans who, based on their assessments of their own situ-
ations, believe that they are able to afford the financial 
obligations associated with homeownership. 

All of this considered, resale activity is projected to total 
about 460,000 in 2018. This would be about 12% lower 
than the average seen during 2015 to 2017 (about 523,000 
per year). For 2019, total activity is expected to be similar. 

Housing starts were expected to total about 213,000 units 
in 2018, but gradually decelerate during 2019, resulting in 
a total of about 190,000 for the year. Housing completions 
(which are more important for mortgage demand) will 
slow only gradually during 2019.

According to the Bank of Canada survey, residential mort-
gage credit is currently expanding by about 3.5% per year 
(as of August) and the growth rate is decelerating. By year 
end, the growth rate could be in the area of 2%. But, based 
on market activity, the growth rate should be at least 5% in 
both 2018 and 2019. The much slower growth rate shown 
by official Bank of Canada data indicates that there has 
been a substantial amount of diversion to non-traditional/
non-mainstream mortgage lenders. 

Completed: November 6, 2018

Will Dunning is the Chief Economist for Mortgage Professionals Canada 
and President of Will Dunning Inc., a consulting firm that specializes in 
economic analysis. 
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